tfhe ROYAL 

Vmz 

mmi ** ■. Mm 

STANDARD 

VOLUME TEN 


NUMBER FIVE 


MAY, 1925 

t v’V ' ’Vi 


THE ROYAL BY RADIO 


MW 


i&tm 


Of unusual interest in the 
events of the past month is 
the inauguration of a series of 
radio concerts under the aus¬ 
pices of your company. 

These programs, as we an¬ 
nounced briefly in The Royal 
Standard for April, are given 
every Wednesday Evening 
from Station WEAF, the 


American Telephone and Tel¬ 
egraph Company, New York, 
and various other stations, ro¬ 
tating about the entire circuit. 
The hour is from 9 to 10 
P. M., Eastern Standard time. 

Entertainment is furnished 
by an orchestra which stands 
on a plane as high in the 
world of music as the Royal 



President Smith Opening First Program 



YOUR TERRITORY 

Territory Is Like a Field— 

Cultivate it. 

Work Your Own Territory— 

Moses said “Thou shalt not covet , 
and he knew what he was talking 
about. 

“ Tis Distance Lends Enchantment 
to the View—” 

There is no Typewriter Utopia. 

Opportunities Often Lie 
Closest at Hand— 

A man in Great Neck sold his house 
for $5,000, and left the town to seek 
his fortune. He returned broke and 
found his old corner lot selling for 

$6o,ooo. 

Stay Put If You Would Make Good— 
A few short years ago a Royal sales¬ 
man found the Wall Street ten it or) 
too small—he was transferred now 
seven men cant cover it any too wel . 





Typewriter itself stands in its 
own field. It is called the 
Royal Little Symphony Or¬ 
chestra. Consisting of thir¬ 
teen players and the conduc¬ 
tor, all of whom are members 
of the famous New York 
Symphony Orchestra, this 
choice little band of musi¬ 
cians renders music of rare 
charm and delight. 

Its conductor, Mr. George 
Barrere, is widely acknowl¬ 
edged the best flautist in the 
world, and those who listened 
to his solos dn May 29th 
needed nothing more to con¬ 
vince them of this fact. 

The first flight’s program 
over the Ne4 York station 
and Station WOO, Philadel¬ 
phia, was opened with a short 
talk by Mr. Geo. Ed. Smith, 
President, in Jghich he pre¬ 
sented the Royal Typewriter 
program to the public. 

A Million and More Listeners 

A million people at half a 
million radio sets heard his 
announcement. That is a con¬ 
servative estimate. It is im¬ 
possible to calculate the ulti¬ 
mate number of listeners in >; 
New York and the other large IT 
city which is covered each M 
week. Certain it is, though, 
that many, many more sta 
tions in more distant homes W 
are “picking up”the wave that W 
carries this splendid chamber J?| 
music —giving pleasure to A 
those that listen in—and leav- A 
ing a touch of friendliness and A 
good feeling for the Royal A 
Typewriter and the company 
that makes it. M 

Naturally our purpose in jvj 
giving these concerts to the jvj 
public is not wholly altruistic. )Y| 
They are another step for- )Y( 
ward in the progressive and )Y( 
aggressive methods which are )Y( 
so rapidly carrying the Royal )Y| 
Typewriter Company to the )Y( 
front. They are another form )i( 
of advertising—the most mod- 

ern form. )aI 

They are more than adver- )x( 
tising. A good program holds lit 
the listener’s attention for ^ 
the full hour of its duration. 

It first creates a favorable state 
of mind— a feeling of grati¬ 
tude on the part of the listener 
for the program—and a con- 
nection—or “hooking up” of ^ 


the name of the company with 
this beautiful and charming 
music. 

You who sell know how 
much it means when a good 
friend has gone before and 
smoothed the way to your 
prospect. You realize the 
value of an introduction— 
your prospect's friendly “Oh, 


ves 


si Mr. Jones told me about 
you—.” 

If our radio programs in¬ 
duce him—when you tell him 
that you come from the Royal 
Typewriter Company—to ex¬ 
tend his hand and say, “Oh, 
yes—fine program of yours 
last night”—they have served 
a purpose of greatest value. 



Window Display in New Y.ork 


DEMONSTRATE 
Demonstrate— 

Because it sells Royal Typewriters. 

Demonstrate Well— 

Because it pays by making the sale 
easier. 

Demonstrate Often— 

Because it creates business. 

Demonstrate to Prove 
Your Statements— 

Because you must be believed to sell. 

Demonstrate to Convince— 

Not to Interest Alone— 

Because conviction follows seeing as 
well as hearing. 

Demonstrate— 

BECAUSE IT MAKES COMMIS¬ 
SION CHECKS BIGGER. 
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The new Kansas City Office is 
blessed with a large window that 
faces on one of the chief business 
streets of the city. Our enterprising 
manager there, Mr. Paul W. Jones, 
with his characteristic energy in seek¬ 
ing new ways to spread the Royal 
Doctrine and make Kansas City “no 
man’s land” so far as competition is 
concerned, turned his attention to 
this fine window. 

The tremendous advertising cam¬ 
paign which is running in the news¬ 
papers, featuring the national leaders 
in industry and business who are us¬ 
ing the Royal Typewriter, pointed 
the way to Mr. Jones in the planning 
of these splendid displays. 


JONES HOLDS KANSAS CITY CROWDS 
WITH STRIKING DISPLAYS 


Mr. Jones had the largest Royal 
Users in Kansas City dress the win¬ 
dow with their products and then con¬ 
nected up their display with their use 
of the Royal Typewriter by clever 
arrangement of signs and machines in 
the window. 

The first company to appear in 
these displays was the Sinclair Refin¬ 
ing Company. You can see Mr. 


Jones’ sign at the rear of the win¬ 
dow, which is illustrated below, stat¬ 
ing “The Sinclair Refining Company 
uses Royal Typewriters exclusively 
the world over.” 

The Loose-Wiles Biscuit Company, 
makers of the famous “Sunshine 
line, next occupied the display space 
with a number of their products. 
They, too, are large users of Royals, 


and were happy for this opportunity 
of connecting up their institution with 
the Royal Typewriter. 

The window displays created quite 
a bit of comment about town. The 
scheme was quite unique, and passers- 
by stopped before the window in 
groups. 

Mr. Jones deserves a great deal 
of credit for the forceful way he is 
putting across the Royal in Kansas 
City. He is continually full of good 
ideas—and this—one of the best—is 
passed on with the thought that it 
may be useful for offices and dealers 
that have display space. 


SERVICE CONTEST FOR 
MARCH 1925 


Division No. 1 


“Chicago Victors” 

We take great pleasure in pro¬ 
claiming Chicago the victors for the 
month of March. We are sure Mr. 
Tomek and his men put forth a great 
deal of extra effort to come through 
with such a high percentage and we 
want to congratulate you. 

Mr. Hartan of Baltimore brought 
his Service Department through in 
second place. This means that the 
men of the Baltimore Service De¬ 
partment have been working hard 
during March. This is fine work 
and we want to see you continue it. 

The Detroit and St. Louis Service 
Departments tied for third place dur¬ 
ing March. We wonder which of 
these two branches will be credited 
with first place in the next issue of 
The Royal Standard. 

Below is a list showing the respec¬ 
tive standing of each Department. 

9—Buffalo 1* 
Cincinnati 


1— Chicago 3* 

2— Baltimore 2* 

3— Detroit 3* 

St. Louis 3* 

•1—Pittsburgh 2 * 

5— Philadelphia 2* 

6— Cleveland 3* 
Hartford 2* 

7— Los Angeles 2* 
Minneapolis 2 * 

8— Atlanta 2* 
Boston 3* 


10— Kansas City 3* 
New Orleans 3* 

11— New York 1* 

12— San Francisco 

13— Washington 1* 
Id—Louisville 2* 

15— Indianapolis 1* 

16— Portland, Ore. 

17— Dallas 1* 


Division No. 2 


Mr. Anderson, foreman of Bridge- 
art Office, brought his Service De- 
irtment through in first place dur- 
ig March. Mr. Anderson’s average 
as very high this month and we 
ant to congratulate him on being a 
insistent winner. 

We take great pleasure in listing 


Upper Left—Loose-Wiles Exhibit Upper Right— Store Window with Royal Exhibit 

Lower—Sinclair Display 


Lavat Addresses Chicago 
Sales Force 

On Monday morning, April 24th, 
Mr. Lavat addressed a sales meeting 
of the Chicago Sales Force. He im¬ 
pressed the men on the opportunities 
in their territories now. He spoke of 
the necessity of harder work to ob¬ 
tain bigger results. He told these 
salesmen what he told the managers 
the day before regarding personal ap¬ 
pearance and of selling the product 
and not the price. 

The thing that impresses both man¬ 
agers and salesmen the most with Mr. 
Lavat is the straight-from-the-shoul- 
der way he has of telling things, and 
the only one who is not benefited by 
his talks is the fellow who will not 
hear. 


Albany as second highest in the Sec¬ 
ond Division for March. 1 his is 
fine work, Mr. Case, and we hope 
you will continue it. 

Mr. Willits, foreman of Youngs¬ 
town Office, has again made third 
place. This is the second time this 
year. If Mr. Willits keeps up this 
pace, he is sure to make first place. 

Below is a list showing the respec¬ 
tive standing of each Department: 

1— Bridgeport 3* 23—Peoria 1* 

2— Albany 1* 24 —Providence 1 

Youngstown 2* 25—Bangor 1' 

. *“ 26—Erie 2* 

27— Omaha 2* 

28— Portland, Me. 

29— San Antonio 1* 

30— St. Paul 1* 

31— Little Rock 1* 

32— Denver 

33— Columbus 

34— Memphis 1* 

35— South Bend 

36— Milwaukee 

37— Grand Rapids 


Birmingham 3 
Jacksonville 3 
Newark 2 * 
Houston 2* 
Des Moines 2 
Dayton 1* 
Harrisburg 3* 
Fresno 1* 
Richmond 2* 
Springfield, Ill. 
Worcester 3* 
Davenport 3* 
Now Haven 1 
Duluth 2* 
Rochester 1 * 
Scranton 3* 
Oakland 1* 
Springfield. 

Mass. 2* 
Toledo 1 


38— Akron 

39— Seattle 

40— Fort Worth 

41— Waco 

42— Evansville 

43— Rockford 

44— Fort Wayne 

45— Johnstown 


A A _Wirhtfn Foils 


of Mr. Roberts covers twenty acres, 
about forty miles from Chicago, near 
Crystal Lake, 111. He evidently vis¬ 
ualized his success in the early days of 
his M. A. I). record, because he has 
five stalwart sons to look after his 
property. We think that John is sit¬ 
ting pretty, what do you say? 


Fuller Visits Chicago Office 

Mr. R. B. Fuller, Asst. Sales Man¬ 
ager, spent two days in Chicago to 
review the National Accounts con¬ 
dition in this city. On the day he 
arrived, it was raining and gloomy 
with low visibility. When he left 
the sun was shining and the visibility 
high, which speaks well for his genial¬ 
ity and optimism. 


Sell yourself. You are 
the most important pros¬ 
pect in your territory. 


Inspiring Midwest Sales 
Conference 

April 23rd will stand out as a 
Red Letter Day for the managers of 
the Royal Typewriter Company 
throughout the middle west. A con¬ 
vention at the Congress Hotel for the 
Midwest Managers was held on this 
date with Mr. Lavat presiding. 

After a Royal luncheon in the pri¬ 
vate East Dining Room, Mr. Lavat 
called on Mr. Teer of Indianapolis, 
one of the winners of the Radio Su¬ 
perheterodyne. Short talks were also 
made by W. B. Larsen, Chicago 
Manager; W. A. Partee, Milwau¬ 
kee; J. L. Doyle, Fort Wayne; C. L. 
Flagg, Rockford; Paul Jones, c> 
Moines; G. D. Lawless, Davenport; 
B. Mowris, South Bend, and Shum- 
way, of Peoria. . 

Mr. Fred Kennedy, Asst, bales 
Manager, made a splendid talk on 

(Continued on page 3) 


Chicago Topics 

Fifteen years ago a street car con¬ 
ductor, Mr. John M. Roberts, de¬ 
cided on a more remunerative voca¬ 
tion and was employed as a salesman 
for the Chicago office of the Royal 


Typewriter Company. His Welsh 
tenacity of purpose and untiring ef¬ 
forts soon rewarded him with the 
reputation of a 100 point salesman. 
As a result of systematic saving and 
judicious investing this Royal fellow 
has a home that any of his associates 
would be proud to own. The estate 
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Midwest Sales Conference 

(Continued from page 2) 

juccessful selling, and Mr. W. C. 
avat wound up a very successful 
with an enthusiastic talk. He 
'"u ied ^ on the importance of the 
onager s position, of the Royal’s po- 
( 10T ? In *he typewriting field today, 
lx- 1 U . im P° r tance of the salesman’s 
irml p ap H‘arance, of the folly of 
an n ate ^ y P u °ting an allowance on 
u .i ’ ( mac ^' nc when the buyer ask^ 
mad J ° U Wl ^ al,(nv him on his old 
lt He impressed the import- 
i ne i • Sc *Ji n B the buyer before quot- 
i n '*r>i ,lrT |* ^ ^ 1esc m( ‘ n kfa the meeting 
X / { an( i enthusiastic, with prom- 
t,,r » bigger May. 


We are presuming many readers of 
The Royal Standard are curious 
about how we secure such a strong 
r| gid base in which to house the 
mechanisms and parts that go to make 
the Royal Typewriter complete. 
Many have noticed that we have not 
followed the customary line of other 
typewriters, but have kept in mind 
a designed base best suited for the 
mechanisms of the Royal Typewriter. 
Ihe fact is, that the frame of our 
machine has caused very favorable 
comments and its beauty is enhanced 
) comparison with other machines. 


How true the saying is “No man 
is better than his knowledge”; so it 
is with the product of men, for “no 
machine is better than the knowledge 
put into it.” 

This is the guiding policy of the 
Royal management in its schools at 
the factory. Men applying for work 
at the factory may be experienced as¬ 
semblers, adjusters, fitters and so on, 
but we do not know whether their 
experience has been gained under ef¬ 
ficient leadership, under modern 
methods, under quality production, or 
under immature planning, careless 
supervision and faulty production. 

Therefore, it is necessary for us to 
protect the adjusting of our machines, 
by having men put into the job who 
carry to it the knowledge necessary 
for quality work. ‘‘Knowing how” 
is always better when you “know 
why” a thing is done. Then again 
men can stay on a job for a few years 
and become careless because they in 
a measure, become automatons; that 
is, they work without thinking, work¬ 
ing day in and day out on certain 
work is apt to become a condition 
which breeds carelessness in the little 
necessary details; they slip into ways 
of letting work go by as good enough; 
they fall into a rut and they are apt 
to slight their work. 

I his is bad for the Customer who 
uses the product, the company who 
sells the product and the man who 
makes it, because the fundamentals 
are wrong and the system under 
which the men operate is faulty. So, 
eternal vigilance is necessary in the 
production of our typewriter. 

Realizing these conditions are com¬ 
mon to industry, it was recognized 
that a medium must be created 
whereby men who are employed by 
us could be taught the details of their 
future job under competent instruc¬ 
tions, and that the elements that were 
essential to the work about to be as¬ 
signed to them should be common 
knowledge carefully and consistently 
thought out and understood thor¬ 
oughly by them. Such an influx of 
trained men to the job at all times 
keeps the older men on the same job 
thoroughly awake to the requirements 
and unless they measure up contin¬ 
ually to every detail necessary, they 
are apt to be demoted or returned to 
the school for additional training and 
supervision. 


The old conditions that prevailed 
in industry of hiring any man who 
happened in any day looking for any 
job, and then putting him to work 
on a job where the man next to him 
showed him how or the foreman who 
was in a hurry showed him how, is 
not tolerated by the Royal manage¬ 
ment. 

With the foregoing explanation, 
we now show you a picture of one of 
our schools at the factory, our ad¬ 
justing school, where under com¬ 
petent instructors, every detail re¬ 
quired on the adjusting work is ex¬ 
plained and men taught how to use 
tools assigned to them and how to 
make the proper adjustments on our 
typewriter. Young men are carefully 
selected from various departments on 
account of good records, for our 
schools. 

As soon as the student has acquired 
the necessary knowledge and practice, 
he is transferred to the regular pro¬ 
duction department and put on regu¬ 
lar work, and if in time he proves 
he lias met the requirements of the 
job, has done his work satisfactorily 
to all concerned, and his record shows 
him above others, he is eligible for 
promotion, and he is turned into 
another school to be trained for a 
higher and better position or job. In 
this way, a constant overturn is main¬ 
tained and quality men are being 
moved higher up all through the plant 
toward the final inspection. 


Interesting Meeting of 
Foremen’s Club 

The Foremen’s Club had a Shad 
Supper at the factory on April 15th. 
Group, solo and quartet singing were 
enjoyed, followed by an entertain¬ 
ment by local talent. 

C. J. McCoy, the new foreman in 
Department 10, was introduced to 
the Club as a new member. 

John W. Titcomb, Superintendent 
of the Connecticut State Fish & 
Game Commission gave an interest¬ 
ing talk on the methods followed in 
propagating the various kinds of fish, 
and answered many questions. He 
said that Connecticut is taking the 
lead in providing specially stocked 
places where people may go to hunt 
and fish after they have obtained 
licenses. 


Concentration 


In one of the laboratories of Washing¬ 
ton there is a great sun glass that meas¬ 
ures three feet across. It is like the 
burning glass we used to treasure when 
we were boys, only much larger. This 
great glass gathers the rays of the sun 
that strike its flat surface and focuses 
them on a single point in a space a few 
feet below. That single spot is hotter 
than the flame from a blow torch. It 
will melt through steel plate as readily 
as a red hot needle burns through paper. 
This terrible heat—it cannot be measured, 
for it melts all instruments—is just three 
feet of ordinary sunshine concentrated on 
a single point. Scattered, these rays are 
scarcely felt, perhaps just pleasantly 
warm. Concentrated, they will melt 
adamant. The same principle applies to 
human endeavor. Scattered, a man s 
energies do not amount to much; once 
they are all focused on the task in hand 
seemingly tremendous difficulties, hke 
snow on a hot stove, are overcome. Get 
the habit of concentrating ^when you do 
a thing.—"Spinning Wheel.” 


If it is recognized, as it is, that a 
house is an index to the kind of 
people within its walls, then the 
Royal must have quality within as 
well as without. 

The base is made of a very fine 
grade of gray cast iron, free from 
blow holes, close grained stock with 
high silicon and free machining. It 
is made up of four parts (sec Photo 
A); Base Back (1) Base Sides Left 
(2) and Right (3) and Base Front 
(4). Please notice the ribs on the 
inside of the Base parts for strength¬ 
ening and making them more rigid 
and less apt to crack in shipping. The 
importance of shipping strains cannot 
be overestimated and it has been said 
by an official of one of our leading 
express companies that the Royal ma¬ 
chines have a record for less damages 
during shipment than any other type¬ 
writer. 

The machining operations on these 


base parts before they are assembled, 
make it necessary to use one whole 
floor of one of our long buildings for 
this purpose. As an instance of this, we 
are showing Photo B, which indicates 
just one style of machine (Multiple 
Drill Presses) of which some twenty- 
five are used, sore of them drilling 
20 holes at one time, to say nothing 
about the profiling, milling, slotting 
and tapping machinery. 

When the base is assembled, as 
shown Part 5, Photo A, it is polished, 
and after this japanned ready for our 
assembling department. 

The method of manufacturing our 
base accurately, has been one of our 
big engineering problems, and can 
only be appreciated by seeing this big 
department with its immense amount 
of machinery, in operation. 


^— Left—Various Base Parts. B — Above—Multiple Drilling 


Make up your mind once 
and for all time—there is no 
better typewriter than the 
Koyal— and telling it and 
proving it is the way to sell 
it. 


View of Training School 
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DEALERS’ SUPPLEMENT 


April Honor Roll 


The number of dealers’ names on 
the April Honor Roll proves the 
statement which we made in the last 
issue of the “Standard,” to the effect 
that Royal Dealers would come 
through with flying colors during the 
month of April and show that they 
had not been winded by the terrific 
selling pace which enabled them to 
make the big record in March. Do 
they deserve a pat on the back? You 
bet they do! 

The numeral beside each name in¬ 
dicates the number of times the dealer 
made the Honor Roll so far this year: 

Anderson Typewriter Co., 2. 

Will A. Beach Ptff. Co., 2. 

Bowman Stationery Co. 

Brewing-ton Typewriter Ex., 2. 

Calhoun Office Supply Co., 2. 
Crosby-Mook T. W. Ex., 3. 

Roy A. Davis, 4. 

Daytona Book & Staty. Co., 4. 

J. C. Duell Sales Co., 4. 

William D uning-. 

Gerrie Press, 2. 

Graham & Wells, 3. 

Gustafson Typewriter Ex., 2. 

Leonard Hill. 

Hughes & Ross. 

W. E. Jackson, 2. 

Kirkpatrick Company, 2. 

La Salle Printing- Co., 2. 

A. G. Packard, 2. 

Palestine Printing- Co., 2. 

E. N. PattiUo, 3. 

T. H. Payne Company, 2. 

Georg-e A. Pearce, 4. 

A. W. Peters, 2. 

Pocatello Typewriter Ex., 2. 

Walter W. Prior, 4. 

John Rug-en, 2. 

Smith Typewriter Ex. 

Loren E. Speice, 3. 

H. C. Stewart. 

Tacoma Stationers. 2. 

Typewriter & Off. Supply Co., 2. 


On the Job and Working at It 


In the conduct 
of business enter¬ 
prises it some- 
times happens 
that the persons 
engaged in such 
businesses settle 
down to an at¬ 
titude w h i c h 
takes it for 
granted that the 
business owes 
them a living. Many times they fail 
to honor their business with proper 
thought and faithful attention neces¬ 
sary to success in the larger sense. 
Sometimes little issues involving a 
choice between doing something for 
the business at a little sacrifice of per¬ 
sonal comfort on the one hand, and 
taking a few hours or a day off for 
pleasure and comfort on the other, 
must be met. If one finds himself 
habitually deciding against his busi¬ 
ness, it is a good time to check up. 


Mr. L. Poliak, Royal Dealer at 
Pocatello, Idaho, is a good example 
of a man on the job and working at 
it. On Saturday night. February 
28th, Mr. Poliak and his salesmen 
after a hard week’s work reached their 
headquarters at 11 o’clock at night. 
They had all made long hard drives 
in their cars over the long stretches 
of Idaho country roads. The autos 
were heavily laden with typewriters 
which they had traded in on new 
Royals. These were dumped on the 
floor of the office, and the men hastily 
retired for the night. The entire day 
following was devoted to conference 
and the janitor being absent attend¬ 
ing church, the floor of the office 
strewn with alien machines which 
had fallen victims to the Royal and 
the salesmanship of the participants 
in the conference, was indeed a fitting 
scene for such a gathering. Poliak 
and his men have a job and they 
work at it. 


We Have Heard That— 

Mr. A. G. Daferner, Royal dealer 
at Jackson, Mich., has appointed Mr. 
J. Kenneth Shaw as manager of his 
new store recently opened at Albion, 
Mich. Mr. Shaw lias been associated 
with our Jackson dealer for some time 
and is well experienced to take over 
the responsibilities of managership. 
<$><*>❖. 

Pardon us, Mr. Brewington, in the 
last issue of the “Standard” we should 
have said that it was a baby boy and 
that the sedan was a coupe. Your 
dealership will need more territory 
when the son grows up. 

❖ <$> <s> 

Mr. Walter W. Prior, who has 
one of the best organized dealers’ ter¬ 
ritories in the United States, has just 
opened another branch at Asbury 
Park. Mr. Prior makes a success of 
anything he undertakes, and this new 
store is going to be another strong 
link in his organization. 

Mr. S. W. Satterthwaite of the 
Standard Typewriter Company, 
Reading, Pa., was up to New York 
a short time ago and he told us that 
the Royal is growing stronger each 
day in his territory, and he expects to 
get big results during 1925. 

<s> <s> ❖ 

Mr. Vernon L. Reck has been ap¬ 
pointed manager of the Danville office 
by our dealers. The Paxton Type¬ 
writer Company, at Bloomington, 
Ill. As Mr. Reck has had consider¬ 
able experience in the typewriter field, 
his salesmanship plus his mechanical 
knowledge should enable him to pro¬ 


duce some fine records for the Pax¬ 
ton Company, and the Royal. 

<$><§><$> 

The other day when we had a visit 
from Mr. F. L. Patty, of Austin, 
Texas, he told us that where he came 
from “Men were men, women were 
governors, and typewriters were 
Royals.” The State Highway De¬ 
partment of Texas now use Royals 
because the fine qualities of our ma¬ 
chine were pointed out to the Pur¬ 
chasing Agent by Mr. Patty. 

<$><*><$> 

Mr. J. E. Gaffeney, Office Spe¬ 
cialties Company, shook hands with 
us and said “Hello,” but unfortun¬ 
ately he had to get back to his busi¬ 
ness at Fargo without delay so we 
were not able to show’ him New 
York. We hope that we will have 
an opportunity to do so in the near 

future. <$►<$> <s> 

Lux & Swadener have appointed 
Mr. Glenn A. Abbott, their sub¬ 
dealer at Rochester, Indiana. We 

welcome him into our Organization 
with best wishes for success. 

Lux & Swadener have also ap¬ 

pointed the Kokomo Typewriter Ex¬ 
change as a subdealer at Kokomo, In¬ 
diana. This subdealer has already 
started to do some good work for 
both our dealer at Logansport and 
ourselves. <$> <$> 

Mr. G. P. Campbell, Vice-Presi¬ 
dent of the T. H. Payne Company, 
Chattanooga, Tennessee, paid us a 
call a few weeks ago and we enjoyed 
even minute of his short visit. 


Mr. Harvey J. Roof, Royal star 
dealer for 1924, is well on the way to 
achieving the same distinction for 
1925. With one of the largest 
quotas assigned to any Royal dealer 
in the United States, his dealership 
for the first quarter of the year earned 
more than 100 per cent, of his com¬ 
plete yearly quota. Now, isn’t that 
an achievement which you w r ould call 
some record ? 

It is our opinion that most of the 
typewriter and office specialty men in 
the United States have heard of Mr. 
H. J. Roof and his splendid organi¬ 
zation, so we believe that the accom¬ 
panying photographs will be of spe¬ 


“SKY’S THE LIMIT” FOR ROOF, STAR DEALER 


cial interest to the readers of the 
“Standard.” 

One shows the main store and 
offices located at 1006 Florida Ave¬ 
nue, Tampa, and in front of which 
are standing right to left Mr. 
Pedigo of the Corona Typewriter 
Company, Will Duke Le Grande, 


salesman, Mr. H. J. Roof, Mr. L. R. 
Barber, salesman, P'uil Johnson, serv¬ 
ice, Frank Myers, salesman, and 
George Baugh, service. 

The Machine-A-Day roster shows 
that Mr. Roof has made the Club 
every month so far this year, and his 


two salesmen, Mr. L. R. Barber and 
Mr. F. Myers, sold enough Royals 
in March to entitle them to the first 
token of the Club, the M. A. D. 
Ring. 

We are told that Mr. Leslie Bar¬ 
ber made one sale involving fifteen 
Royals, and traded out a competi¬ 


tor’s machines which had been in use 
for only six months. 4 his is what 
you call real salesmanship. 

The other illustration shows a 
booth engaged by Mr. Roof in the 
big Fair held at Tampa during the 
beginning of this year, w’hich over 
one hundred thousand people visited 
every day, and Mr. Roof’s salesmen 
took advantage of this splendid op¬ 
portunity to tell the story of the 
“Easy Writing Royal.” 

Every man associated wfith the 
Roof dealership plays his part, and 
plays it well, and by this team work 
the Royal is well represented at 
Tampa, Florida. 

























































Tasmania, as our readers know, is 
• t \ small Island off the southeast 
[oast of Australia, forming a part of 
t he Australasian Commonwealth. 
Tasmania, however, will go down in 
the history of Royal Typewriter de¬ 
velopment as the scene of one of the 
finest sales records that has been ac¬ 
complished in the foreign field. 

Our dealers for the Australasian 
territory, Messrs. Sydney Pincombe, 
Ltd., with headquarters at Sydney, 
Australia, knew that there was a 
great deal of business to be procured | 
in Tasmania that could not be ob- | 
tained in any way other than by a 
personal visit. As a result, Mr. R. 

G. Hood, Manager of our dealer’s 
Melbourne branch, made the trip to 
the Island, taking with him a spe¬ 
cially designed motor-car and a quan¬ 
tity of Royals with the idea of dis¬ 
tributing them during his visit. 

Within a comparatively few days, 
Mr. Hood not only succeeded in 
disposing of all the machines he had 
brought with him but was obliged to 
several times requisition more ma¬ 
chines from the Melbourne branch. 
As a result of his intensive campaign 
in the small towns throughout the 
northern part of the Island, Mr. 
Hood disposed of well over one hun¬ 
dred new Royal typewriters within a 
period of about three months and in 
addition, lie sold a considerable num¬ 
ber of alien machines that had been 
traded in for the Royals sold. In 
view of the fact that the towns cov¬ 
ered were all small ones, this may 
certainly be considered an excellent 
record. 

An example of Mr. Hood s ener¬ 
getic methods is graphically illus¬ 
trated on this page. I he first illus¬ 
tration shows Mr. Hood standing by 
the motor-car that was used in cov¬ 
ering the Tasmanian territory, about 
to start out on his daily rounds. 1 he 
second illustration shows Mr. Hood 
taking a Royal typewriter to the of¬ 
fice of Mr. Kenrie Laughton, a Soli- 


MOVIE-IZED 


Mr. Hood , Royal Knight Errant , 
Sets Forth 


The Battle Royal — 
The Demonstration 


J ictory—and the 1 ictim 
Follow the Arrow 


citor in the town of Stanley. Mr. 
Laughton was given a real demon¬ 
stration of what the Royal typewriter 
can do, the result obtained by Mr. 
Hood being graphically shown in the 
third illustration—the arrow points 
to the machine that was traded in for 
the Royal. Incidentally, the police¬ 
man shown in the second illustration 
was so interested in the performance, 
that Mr. Hood was also obliged to 
sell him a Royal. All of which 
shows what good salesmanship can do 
and that opportunity lurks every¬ 
where. 

The illustration at the (right) 
shows Mr. Hood presenting a new 
Royal typewriter to the Captain of 
the Burnie Football T earn, the 
winners in an extended series of 
matches with the team from Ulver- 
stonc. The members of the victorious 
team were very much delighted with 
their prize and they will undoubtedly 
value it as a trophy for years to come. 

Before the termination of his visit, 
Mr. Hood organized and opened a 


Tasmanian branch, with headquarters 
at Launceston. During March, Mr. 
j Sydney Pincombe. Governing Di- 
j rector of Messrs. Sydney Pincombe. 
Ltd., also made a visit to Tasmania 
and at that time, he opened another 
branch at Hobart, this branch to be 
under the direct management of Mr. 
Colin O. Watson. It seems certain 
that with these two new branches and 
a number of subdealers in the 
smaller towns, this territory will re¬ 
main thoroughly Royalized. 

Mr. Hood’s splendid record in can¬ 
vassing the small towns in I asmania 
is a frank challenge to the other mem¬ 
bers of the Australasian organization, 
many of whom have already accom¬ 
plished very fine results. Messrs. 
Sydney Pincombe, Ltd., are certainly 
i to be complimented on the adequate 
i arrangements they have made for the 
further development of Royal busi¬ 
ness in Tasmania and we want to 
I take this opportunity to heartily con¬ 
gratulate Mr. Hood on his excellent 
work in that field. 


Mr. Hood Presenting Royal to Burnie Football Team 


Royal Typewriters in the 
British Air Service 


There is unusual interest in the 
illustration shown at the left, indicat¬ 
ing how the Royal typewriter has 
been brought into play in the development of the air 
service between London and Paris. 'Phis photograph 
recently appeared in the London Daily Mail in con¬ 
nection with a graphic description of the develop¬ 
ment of the British air service mentioned and presents 
an interior view of the Handley-Page air-lmer 
•• Prince Henry,” where the Royal typewriter is used 
in transcribing correspondence for passengers, while 
en route. The photograph at the right illustrates the 
enormous size of these planes which have a wing-span 
of some 75 feet. 

The placing of the Royal in this service is another 
evidence of the wide spread distribution of our ma¬ 
chine in the British Isles that is being effected through 
the activities of our dealers there, the Visible Writing 
Machine Company, Ltd. Performing, as it does, its 
daily duty above the clouds, it can truly be said that 
the Roval has indeed reached the heights. 


New Belgian Dealers 

As this issue of The Royal Stand¬ 
ard goes to press, it is our great pleas¬ 
ure to announce that the Royal deal¬ 
ership for Belgium has now been 
taken over by the American House, 
with headquarters at 36 Rue Fosse- 
aux-Loups, Brussels. 

The new arrangement is effective 
from May 1, and is made possible by 
the retirement of our old dealers, 
Societe Anonyme Belge-Americaine 
de Machines de Bureaux, of Liege. 
Mr. Oscar Thiry, owner of the latter 
firm, plans to devote his time to his 
many other interests. 

More details regarding the Amer¬ 
ican House and its personnel will ap¬ 
pear in a later issue of The Royal 
Standard. 


See here—Time is short. 
Prospects are busy. Know 
what to say and then say it. 


Above—A Modern Office Most Modernly Equipped 
Aboard “Ship" 

Right—The “Prince Henry,” Magnificent A ir Pullman 
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MACHINE-A-DAY CLUB 

for April 
NEW MEMBER 



W. W. Hodgson 
Buffalo 

April Repeaters 


AKRON 

L. J. Michel 
ATLANTA 

C. C. Crawford 
J. W. Mann 

T. C. Pittard 
BALTIMORE 

E. G. Dodge 20* 

P. F. Hambsch 
J. A. Jean 

J. C. O’Keefe 
BANGOR 

H. W. Boshan 
BIRMINGHAM 

A. Patterson 
BOSTON 

D. R. Austin 

I. C. Barlow 
H. E. Burton 

F. T. Crocker 9* 

F. T. Edwards 

G. H. Palmer 

B. W. Simpson 
BRIDGEPORT 

T. F. Dacey 
BUFFALO 

George Hauptman 
W. W. Hodgson * 

C. M. Pillow 
W. F. Wegener 

CHICAGO 

A. G. Freeberg 

E. J. Goldblatt 
R. C. Goldblatt 

B. P. Hamil 14* 

W. E. Howard 

R. F. Hoyt 

E. H. Johnson 

J. C. I.aborence 13* 
W. B. Larsen 

H. D. McCann 
H. Nuhn 

A. J. Redding 
J. M. Roberts 21* 
A. C. Wheeler 

L. E. Wilson 
CINCINNATI 

S. D. Wakefield 
CLEVELAND 

M. C. Hull 14* 

E. H. Krall 
W. H. Peate 
W. C. Rogers 


COLUMBUS 
L. V. Bell 
G. C. Kinnamon 
DALLAS 

J. H. Kennedy 
A. C. Reed 

DAVENPORT 

G. D. Lawless 
DAYTON 

O. P. Gilmore 
DENVER 

W. H. Mitchell 
DES MOINES 

P. S. Jones 
DETROIT 

C. Bailey 
C. W. Knox 
E. L. Owen 

L. D. Teeters 

K. F. Walker 3* 

O. T. Wbeaton 
ERIE 

C. V. House 
FORTH WORTH 

P. H. Billman 
FRESNO 

H. H. Tomkinson 
GRAND RAPIDS 

E. E. Jones 
C. D. Walker 

HARRISBURG 
W. C. Whiteman 
HARTFORD 
W. C. Bartley 
H. F. Brainerd 29* 
J. L. Cook 
T. F. Gilligan 
HOUSTON 

W. H. Courtenay 
INDIANAPOLIS 
W. S. Orvis 
W. F. Teer 
JACKSONVILLE 
T. H. Hinck 
JOHNSTOWN 
T. M. Patterson 
KANSAS CITY 

F. W. Hassett 

G. P. Johnson 

P. W. Jones 27* 
LOS ANGELES 
R. D. Andreson 

M. F. Brewer 
C. E. Heister 
G. G. Ralls 


LOUISVILLE 
A. O’Bryan 
J. T. Wellman 29* 

R. S. Williams 
MILWAUKEE 
W. A. Partcc 11* 
MINNEAPOLIS 
F. B. Thorne 
NEW HAVEN 
W. A. Mulligan 
NEW ORLEANS 
H. J. Calhoun 
W. J. Creger 

F. Pritchard 
NEW YORK 

D. J. Allingham 29* 
H. W. DeMott 

C. K. Freund 16* 

T. M. Gleason 27* 

J. L. Goodwin 
A. Graf 

C. . M. Guest 28* 

T. E. Guy 

H. C. Hess 

I. Kornfeld 
L. Kugel 6* 

L. E. LeMaster 

E. J. Matthews 
P. Mittenzweig 

D. D. Raine 

G. Rannenberg 14* 

R. C. Robinson 

J. E. Rowland 

I. Rubin 

J. Schwartz 17* 

N. Sykes 

C. C. Waters 

G. N. White 
OAKLAND 

J. E. Geissinger 
PHILADELPHIA 

L. A. Dunn 

H. K. Goslin 
H. C. Pindar 

E. V. Sherry 
C. F. Tregear 
J. W. Turner 

PITTSBURGH 
A. R. Davis 2* 

J. E. Eskey 
A. E. Hanna 

M. V. Miller 29* 
FORTLAND, ME. 

W. E. Ayers 


Mrs. S. D. Hendley 3* 
J. C. Duell Company 
Mr. R. G. Nichols 3* 
Mr. J. E. Gaffeney 3* 
Mr. Walter W. Prior 3* 
Mr. II. J. Roof 3* 

Mr. T. C. Good 3* 

Mr. H. J. Smith 2* 


Dealers’ Machine-A-Day 

Mr. R. R. King 2* 

Mr. W. W. White 
T. H. Payne Company 
Mr. R. A. Samson 
J. C. Duell Company 
Mr. F. J. Haberle 
Mr. R. N. Pound 
Mr. H. G. Bancroft 


PORTLAND, ORE. 

H. J. Brown 
C. E. Gray 
G. D. Roc 

C. E. F. Russ 
PROVIDENCE 

J. II. Aldcn 
E. D. Crandall 8* 

J. L. Schora 
RICH MOND 
A. Bartlett 
ROCHESTER 

G. C. Johnson 
SAN ANTONIO 

E. M. Bushee 
T. T. Jackson 
E. C. Philips 
SAN FRANCISCO 

D. G. Becknell 

C. H. Billington 
J. C. Deardorff 2* 

A. F. Lines 

A. W. Morf 
P. Pearson 

D. B. Starrett 3* 
SEATTLE 

H. D. Hoyt 
SOUTH BEND 

Bert Mowers 
SPRINGFIELD. MASS. 

L. B. Behan 
ST. LOUIS 

M. E. Bailey 

G. M. Davis 

H. H. Nunamakcr 
L. F. Reynolds 

C. D. Sparwasser 
L. E. White 8* 

ST. PAUL 

D. M. Elliott 
L. A. Platz 

TOLEDO 

E. L. Knott 
WASHINGTON 

H. D. Cashman 
S. E. Richter 
H. L. Rudnick 
E. C. Weeks 
WICHITA FALLS 
J. B. Reighard 
WORCESTER 
A. R. Smith 11* 


Mr. O. G. Penegar 
Pound & Moore Co. 
Mr. F. Myers 

H. J. Roof T. W. Ex. 
Mr. L. Barber 

H. J. Roof T. W. Ex. 
Mr. E. H. Benson 
Mr. R. H. Preston 


1— H. D. Ebbutt* 

2— J. Harrison 

3— F. Tree* 

4— H. W. D. Buc- 
keridge* 

5— C. Salter* 

6— II. Herman 


FOREIGN MACHINE-A-DAY CLUB 

CANADA—Royal Typewriter Company, Ltd. 

T. G. Lewis, Ottawa 

GREAT BRITAIN—Visible Writing Machine Co., Ltd., London 

19—A. W. Thomas 

13— L. Harris* 20—II. V. Schofield 

14 — C. A. Bak 21—J. C. Barlow 

15— F. W. Johnson* 22—J. W. Barker 

16 — s. H. Goodwin* 23—F. J. Soan 

17— A. J. Van Dervelde 24—S. V. Hall 

18— P. C. Fielding* 25—E. Wood 

FRANCE—J. H. Davis & Co. 

J. H. Davis 

AUSTRIA—Joe Lcsti, Nfg. 
Emanuel I^auterbach 
LATVIA—O. & J. Dalitz Bros. 
James Dalitz 

GUATEMALA—James P. Howell 
1—D. V. Elias 2—V. M. Ramirez 


7— J. Sears 

8— W. H. Roberts 

9— James Hunt 

10— W. D. Morgan 

11— B. Harris* 

12— A. F. Thomas 


AUSTRALIA—Sydney Pincombe, Ltd. 

1— W. J. Sheehy 4—E. S. Stack 

2— R G. Hood 5—R. H. Eastman 

3— E. W. Rutledge 6—L. Parkhurst 

CZECHOSLOVAKIA—Joseph Foist 

1— Alois Foist 3—J. Hejcman 

2— L. Mazanek 4—A. Smatlak 

5—Ladislav Foist 

MEXICO—M. E. Raya & Company 
1—Alfredo Aguirre 3—Alfredo Garza 
2—Alonso M. Garza 4—Carlos S. Garza 


SWEDEN—A./B. W. Banzhaf 
Jonas Eriksson 


Albuquerque Typewriter Exchange. 
H. G. Bancroft. 

Benson Typewriter Company. 
Bristol Typewriter Company. 
Crosby-Moot Typewriter Ex. 

A. G. Dafemer. 

Boy A. Davis. 

Daytona Boole & Staty. Company. 

J. C. Duell. 

C. I*. Eiclioltz. 

Prank J. Haberle. 

H. B. Harper. 

Parkers Book & Music Store. 


F. Ii. Patty. 

T. H. Payne. 

George A. Pearce. 

Pound & Moore Company. 

R. H. Preston. 

Walter W. Prior. 

J. E. Richardson. 

H. J. Roof. 

Royal Typewriter Exchange. 
Tacoma Stationers. 

Tulsa Typewriter Co. 
Typewriter & Office Supply Co. 


DEALERS’ ONE HUNDRED PER CENTERS 

These arc the Royal dealers who had earned one hundred or more per cent, 
of their quota for the first quarter of 1925. 

If vour name does not appear on this list because you are a few Kovals short 
of the perfect mark, don’t forget the school sales. These sales count just as much 
to your credit as do the commercial sales. 

Months are slipping by fast, so get the orders now and don t let the quota 

beat vou out. 



School Department 

Our school sales for April show a gain of more than 45 per cent, over those of April, 1924. 

We appreciate the good work our Offices and Dealers are doing, also the hearty support they 
are giving our School Department. . 

Fresno secured 460 per cent, of its school quota and heads the list for April. Columbus is second, 
with over 412 per cent, of its quota. Fresno is also first for the year, based upon the jiercentage of 
quotas secured during the last four months and Columbus is second. 

The majority of our Offices and Dealers have made a good showing so far this year in the securing 
of school business, and 1 am pleased to state that the results obtained show a substantial increase over 
the first four months of last year. .. . .• ,i 

Our awards for Proficiency in typewriting offer one of the very best medtums for interesting the 
schools in the Royal, ami I am sure that our Offices and Dealers will be well repaid for the time 
spent in explaining our awards plan to the schools of their territory. 

Employment Department 

During the last few months, we have been trying to impress upon our Employment Managers the 
importance of securing suitable positions for “Beginners.” The reports for April show very satis¬ 
factory results along this line. Mrs. Clark, Employment Manager in our Boston Office, placed the 
greatest number of inexperienced stenographers in positions during the month, and Miss Wertenson, 
Manager of our New York Employment Department is next. 

Many of our Employment Managers find time to make a few calls each month on commercial 
houses and schools. This is one of the very best ways of advertising their Departments. Mrs. Clark 
also has the distinction of making the greatest number of calls and Mrs. Wilson, of Los Angeles, is 
second. 

MLs Williams. Employment Manager in Indianapolis, secured the highest percentage of her quota 
under Positions Filled, and Miss lioagland, of our Louisville Office, is first under “Sales.” 

In our Branch Offices, Mrs. Smith, of St. Paul, secured the highest percentage of her quota 
under Positions Filled and tied Milwaukee and Denver for first place under “Sales.” 

Below is the standing of our Branches and District Branches: 

BRANCHES 

POSITIONS FILLED 

5— Duluth 8—Milwaukee 

6— Portland, Me. Rochester 

7— Grand Rapids 9—Bangor 

Newark 10—Omaha 


1— St Paul 

2— Peoria 

3— Jacksonville 

4— Denver 


11— Dayton 

12— Birmingham 

13— Providence 


DISTRICT BRANCHES 

POSITIONS FILLED 


1— Indianapolis 

2— Boston 

3— Kansas City 

4— Minneapolis 

5— Detroit 

1— Louisville 

2— Philadelphia 

3— Kansas City 


6— Cleveland 
New York 

7— 'Philadelphia 
St. Louis 


4— New York 
St. Louis 

5— Chicago 


8— Los Angeles 

9— Louisville 

10— Chicago 

11— Pittsburgh 


6— Boston 
Pittsburgh 

7— Cleveland 


12— Dallas 

13— Buffalo 

14— Baltimore 

1- New Orleans 
16—Cincinnati 

8—Baltimore 
Buffalo 
Detroit 
Minneapolis 


NEW ROYAL POSTER 

The new Royal Poster, which is illustrated below, has a force and virility 
which make it stand out in any company. It is simple—direct illustrating the 
typewriter and the word Royal, in a unique manner, with no outside ideas to 
confuse the issue. It conveys the strength and character which is inherent in the 
Royal Typewriter. . 

' Intended primarily for foreign use, it also has an appeal in the United btates 
by its very uniqueness. It is a very interesting test to place this new one-sheet 
among a number of other posters, stand thirty or forty feet away and notice 
how quickly it strikes your eye. Distance seems to increase its attention-getting 
power. 

These posters are now available to all dealers and branches. 


























































